(Command Center Bulletin) 

Back during the November 1995 Partners Meeting, a new Level 1 Carton Contract was introduced to 
provide greater flexibility in addressing business opportunities in carton outlets. This “secondary" position 
contract was developed to allow RJR a fall back position in accounts that we feel are critical to our 
business (where these key players did not accept our Level 2 Merchandising Program). 

As with the Level 1 Package Outlet Program, the Level 1 Carton Program must involve a true point-of- 
difference versus Level 2 Partners. There must be a clear advantage for these Level 2 Partners, 
otherwise, the majority of carton outlets would convert to PM exclusive, take our Level 1 Program, and be 
better off from an RDA and a promotional standpoint. 

To ensure we create a clear point-of-difference from our Level 2 Carton Outlet Partners, please keep the 
following in mind: 

• In PM Exclusive Carton Outlets that would not sign Level I for RJR no promotional resources are 

ava il able . 

• In PM Exclusive Carton Outlets where they sign a Level 1 (secondary position contract) the only 
promotional resources available to the stores are: 

- The 100 Accrual Rate (Supermarket Partner Promotions not available) 

The Ceiling Strategy According To Guidelines 

- GAP Pricing If Applicable In That Marketplace 

- No Direct Marketing Support (Only Level 2 Partners) 

• In Co-Existence Level 2 Carton Outlets, where we have presence beyond the secondary position on 
pack and carton fixtures (non PM exclusive) a more comprehensive promotional workplan is available: 

A 100-250 Accrual Rate 
* Ceiling Strategy According To Guidelines 
GAP Pricing If Applicable 
National DORAL Carton Outlet Promotions 

- Mega Outlet Pack/Carton Promotions If Applicable 

- Supermarket Partner Promotions If Applicable 

- Direct Marketing Support (Only Level 2 Partners) For Critical Chains 

Following these guidelines will protect our Full Level 2 Partners and create a true point-of-difference for 
them in driving their category performance. This will also keep us out of the box in having key players 
sign PM Exclusive Contracts because they can still get a full promotional workplan. We must protect our 
Partners! Any marketplace exceptions to these guidelines should be discussed with your AMOs. 

Program Contacts: J. D. Boehm, SSA, extension #2040 
M. L. Buckler, NESA, extension #1625 
W. J. Duffy, MWSA, extension #5776 
R. A. Pettorini, WSA, extension #1052 
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To: Macleod, Stephen 

From: 1610 --Buffalo ROU (BRZEZIE) 

Posted: 3/6/96 16:03 
Opened: 3/6/96 16:03 
rubject: FWRD: FSC-43-A 


Please advise on how to distribute - my question is whether or not RR's need a copy -1 would think just Manager and SR's 
- please advise... 


=================== <Forwarded Letter> =================== 

From: rjrwss/rjrpo3/davisc4 

To: 1610 

Subject: FSCM3-A 
Posted: 03/06/96 16:32 
Priority: Normal 


[[ FSC43A.DOC : 2824 in FSC43A.DOC ]] 




51659 8179 



